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Retail Financial Services Group

Responding to this demand, Sumitomo Trust enhanced
its consulting services by launching the CRM (customer
relationship management) system i-Ships and by deploying
financial consultants to all its branches. Moreover, respond-
ing to the need of affluent customers for sophisticated serv-
ices, we introduced the Sumishin Private Trust Club service
in July 2002, and established the Private Banking
Department in Tokyo and Osaka. This new service, in tan-
dem with our long and successful history of private banking
and other reliable services such as estate consultation, puts
us in an excellent position for future growth. 

Sumitomo Trust Private Banking  
Sumishin Private Trust Club is a club with free membership
exclusively for affluent customers that provides comprehen-
sive consultation services for customer assets.  Its services con-
sist of trust bank specialties, which include asset manage-
ment, real estate brokerage and consultation, tax consulta-
tion, asset administration, and estate consultation. Club
members have access not only to services for retail customers,
but also to those designed for corporate customers, including
asset allocation, a service we provide to large-scale funds such
as corporate pensions. We also collaborate with Pictet Asset
Management (JAPAN) Ltd. and J.P. Morgan Fleming Asset
Management (JAPAN) Ltd. to respond to the diversified
investment needs of our customers. In addition, we have
developed a unique approach with services such as healthcare
consultation and art collection services, which helps to create
long-term relationships with high net worth customers.

Sumitomo Trust Direct (Internet and Telephone
Banking) and i-Stations
Our network of 51 branch offices is relatively small, but effi-
cient, and we boast a diverse array of delivery channels for
the convenience of our customers. We have 12 mini-branch-
es called i-Stations—small specialty offices located in heavily
populated suburban areas in Tokyo and Osaka that offer
extended business hours. Customers can also use any of a
network of 26,000 post office ATMs and 4,700 convenience
store ATMs. Additionally, we provide Sumitomo Trust Direct,
an Internet-based asset management and consulting service,
as well as telephone banking. We view Sumitomo Trust Direct
as a powerful “value-added” tool to attract and retain new
customers while helping to eliminate costly operations in an
increasingly competitive banking environment.

Takashi Nakamura Group President

he Retail Financial Services Group responds to cus-
tomer needs by providing a wide range of products,

easy access to services, and sophisticated consulting serv-
ices. In fiscal year 2002, we launched the Sumishin
Private Trust Club service and strengthened our private
banking business. Also, we focused on diversifying our
delivery channels, such as branch offices, online banking,
call centers and ATMs (including those operated nation-
wide through the Japanese postal service), in order to
provide our customers with easier access to our products,
services and necessary information.  Our multi-channel
strategies are  key to expanding our customer base and
lowering overall costs of operations. In 2002, the Retail
Financial Services Group achieved strong financial
results, with a gross profit of ¥58.2 billion.  

Sumitomo Trust provides a variety of products for retail
customers, which include fixed-term deposits, loan trusts,
and performance-based trusts and investment trusts, as well
as loans such as residential mortgages, consumer loans and
loans for apartment owners. We also provide will trust and
real estate brokerage services.

In the wake of financial market uncertainty and changes
to the financial system, such as the abolishment of full
deposit guarantees, customers have an ever greater need for
professional consultation and relationship-driven exclusive
services in managing and administrating assets and property.
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